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Assessing Your Company's

RCELIERS

Answering some general questions will
help determine your readiness to export

¢ What does| the compamny, wani {0 gam o

EXPOrting?

¢ IS/ exportimg consistent with other company
g0als?

¢ What demands will exporting place on your
company. s resources?

¥



Are Your
Products Export
Ready 7




Determining the Export
Potential of Your Products

¢ Examine the success ol your product m the
domestic manket

- & ASsess the unique or mmpontant fcatures ol
VOur product
¢ Ask the question:



Develop an Export Marketing Plan

[tems, tor Consider:

2

Wihat anel the target countrics?

2

2

IDoes the product needitorbe altered

[Does the branding, 1abeling and packaging
need to aliered?

At what price should the product be sold?
Wiiat are the best chhannels of distribution?



Developing an Export Marketing Plan

1 Which products are
selected! o export
development?: Wihat

& modilications; 1i-any, must

beimade toradapt them to
OVerseas markets?

/ 2. Which countriess ate
s targeted for sales
) | development?

3. I each country, what 1s the
basic customer profile?



4. What special challenges
pertain toreach manket and
wihat strategy will be used
10 address! them?

5. How will the export sale
price be determimed?

6. What specific operational
steps must be taken and
when?



7. Wihat wall berthe time
litame; ior mmplementing
cach element of the plan?

8. What personnell and

company resources will be
dedicated tor exponting?

O Wihat willl beithe cost i
time and money: toreach
clement ?

10. How will results be
evaluated and used to
modify the plan?



Market Research

Matket nieseanch encompasses) all methods
that a company, may: use tordetermime wihich
loreign markets haye the best potential for

1tS products.
\



A Step-by-Step Approach to
VlarketResearch

Obtain export statistics that imdicate
pProduct ExXPOrs! to) VarHous COUNLHES:

J15 024 Identiiy tive to) ten large and iiast:
growing markets 10w your produci(s)

Identify, smaller markets that could
provide ground-floor epportunitics

Target three to f1ve statistically,
promising markets for iurther assessment



Steps to Market Research

[Examine trends 1o company
products and calculate ovenall consumpiion

S1is o 2 Ascertain the Sounces of competibion

Analyze factors aliccting marketimng
and use oi the product

Identily, any: foreign barsiers to entiy;



Steps to Market Research




Brianding, LLabeling, and Packaging

¢ Companies looking torexport should consider the
iollowing questions:

— Atncimternational brand names imporiant to) promote
and distinguisih a product?

— Are colonsiused on labelsfand packages oficnsive or
attractive?

— Should labels be produced mi official or customany;
languages?



Pricing Considerations

. [ the domestic market, few companics are
litee to set prices without careittily;
evaluating the prcing policics o thei

competitors. The same e holds m
CXPOLINg,



Pricing Summary

¢ Deicrmine the objective im the ioreign market
¢ Compute the actual cost offthe export product
¢ Compuie the final consumer price

¢ Bvaluate market demand and competition



Channels of Distribution
Include:

¢ Salcs Representatives

& Agents
¢ Distributors
¢ Foreign Retarlers

¢ End Users



Viaking the Government VWork
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The Commercial Service

~ & Services to locate and evaluate overseas buyers:

— [ntemmational Partner Search, Gold Key Service, Commercial News
USA, Incoming Buying Delegations, TOPS, Videoconierencing
Technology

& Country & mdustry speciiic market research reports

¢ Export documentation requirements

¢ U.S. export licensing and foreign import requirements



The Commercial Service

¢

Commerncial Service Officers are at work: i &8
countries. They provide a variety ol services

meludimg:
¢ Background miormation on (oreign companics
¢ Matchmaking
¢ Business counseling

¢ Interpreting services if needed



Business Contact Programs

v

The IPS service provides a custom searchi for
lorergn companicsi and representatives, on

behaliFolra qualiticd ULS: . Commencial
Service Specialists overnseas, identity: up, to
SIX {1rms that are micrested m! your product
OI SEIVICE.



Business Contact Programs

¢ Gold Key. Service

This program 1s a custom=taiored busimess
matching service with features suchras: £«

¢ Ornientation Brieiimngs | )

1
\

¢ Market Research II
¢ Onc-on-One Meetmgs

¢ Intempreter Services

¢ Assistance in Strategy: Development



Business Contact Programs

v

An ICP 1S a background repoiit on a foreign
i whiich meltudes miommation om:

¢ 1ype ol Organization

¢ General Size

¢ Product Lines Handled

¢ [Language Preierred

¢ Irade and Bank References, etc.



Trade Event Programs

v

Ihese are Departmeni off Commernce
recrutied and planned trade missions; to

PLOSPECLIVE OVETSEas: bUuyers.

¢ Matchmaker delegations usually: target two
1o, three countrics with' strong export
potential.



Trade Event Programs

s program showeases: [U.S. company; product

literature 1 fast-growing markets within a
geogiapnic region.

The U.S. Department off Commerce presents
product literature to mterested prospects abroad.



Assistance Sources

v

The TIC 1si an excellent source off export
miormation.

¢ [Locatimng and Using goyvernment SCvices
¢ The expont process
¢ Sources of general miormation

¢ Basic export counseling



Remember...

- 95% of the world’s consumers
live outside of the United
States. It is time to think
iInternationally!



Cabazon/Indio
Export Assistance Center

Cynthia Tomnies, Intermational Trade Specialist
84-245 Indio) Springs Patkawvay
Indie; California 92203

Phone: (760)342-4455
Fax: (760) 342-3535
Email: cynthia.torres@mail.doc.gov
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